Practicing CPA, vol. 17 no. 1, January 1993 by American Institute of Certified Public Accountants (AICPA)
University of Mississippi 
eGrove 
Newsletters American Institute of Certified Public Accountants (AICPA) Historical Collection 
1-1993 
Practicing CPA, vol. 17 no. 1, January 1993 
American Institute of Certified Public Accountants (AICPA) 
Follow this and additional works at: https://egrove.olemiss.edu/aicpa_news 




Published for All Local Firms by the AICPA Private Companies Practice Section 
HOW TO TAKE ADVANTAGE OF AN IMPROVING ECONOMY
There are areas in the typical firm that merit atten­
tion now if practitioners are to take best advantage 
of improving economic conditions. A good place to 
start is the area that accounts for the most signifi­
cant cost of operating a public accounting practice 
— personnel.
In general, the profession showed reluctance to 
reduce employment during the early stages of the 
recession. Nevertheless, staff levels at most firms 
are quite low at this point due to forced layoffs and 
attrition. I suggest that as the economy improves, 
firms take time before adding personnel, whether 
technical or paraprofessional staff, and allow the 
practice to pull itself up gradually. Absent a spec­
tacular increase in service demand, it would seem 
better to fill up the work calendars of present staff to 
the point of a little overtime being needed. One 
factor to keep in mind before hiring is that the 
uneven workload pattern of a peak four months’ 
activity followed by a serious valley during the rest 
of the year is likely to continue. Therefore, firms 
might find it advantageous to hire more people to 
work part-time before committing to an additional 
full-time staff.
A number of firms find that an effective way to 
cope with workload compression is to make more 
use of part-time personnel. It may well be that some 
of the additional work requirements stemming 
from an economic pickup can be filled by people 
currently working on a part-time basis.
The continuing computerization of practice is 
also worth consideration. As firm budgets allow, the 
investment of additional funds in local area net­
works, laptop computers, higher-speed desktop 
computers, and more sophisticated software will 
pay obvious dividends from this point forward.
In an improving economy, clients will become 
more interested in certain specialized services. Now 
is the time to train staff and become equipped to 
help clients improve the management of their 
organizations. These services might take the form of 
consulting engagements concerning clients' cash 
management, their borrowing activities with local 
banks, their control of inventories and work-in-pro­
cess, and generally assisting clients in taking advan­
tage of opportunities in their markets. (See editors 
note on page 2.)
Most CPA firms have done a credible job manag­
ing their own financial affairs during the recession 
by paying close attention to billings and collections. 
Firms should take steps to ensure that the pro­
cedures and systems set up to weather the storm not 
be disregarded once better times begin rolling. 
Valid procedures to monitor the fee-setting, billing, 
and collection functions can only enhance firm prof­
itability in an expanding economy.
As conditions improve, there will be a need to pay 
more attention to managing the firms growth. 
Again, many of the techniques that contributed to 
success in less robust times — emphasis on client 
maintenance, focusing the marketing and practice 
development activities on niches and specialties — 
should be maintained. In addition, firms should 
establish effective controls on client acceptance to
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ensure a good client - firm fit.
The idea is to avoid uncontrolled growth and to 
continue to use plans and programs already estab­
lished. If you don’t have such programs, now is the 
time to plan for a post-recession environment. 
Determine what you will focus on, the types of cli­
ents you want, and the industries you wish to spe­
cialize in. You should also decide which services you 
are not capable of and not interested in offering to 
the marketplace.
Because of a reduction in the number of staff 
employed, many partners are doing a fair amount of 
work that is really in the category of staff work. That 
has been an effective survival tactic for many firms. 
Nevertheless, you probably should be thinking now 
in terms of how partner time and interests can be 
more effectively used. This will require a commit­
ment to staff training to upgrade skills so that 
employees can assume responsibilities that do not 
really require a partner's level of activity.
This is not to suggest that partners should not be 
producing billable time. What it means is that the 
billable time would be better focused on activities 
that are appropriate for a partner to do. They would 
then be worthy of a partner billing rate and firm 
write-down percentages should decrease.
In summary
All these issues are intended to help firms maximize 
the professional and financial benefits that can be 
realized in an improving economic environment. I 
hope the suggestions are not premature and that by 
the time you read this article, we are on our way to a 
solid recovery. If I am too soon with these thoughts, 
just file them away until later because it will get 
better, I promise. □
—by Donald B. Scholl, D.B. Scholl, Inc., P.O. Box 
3152, West Chester, Pennsylvania 19381, tel. (215) 
431-1301, FAX (215) 429-1086
Editor’s note: You may find some more ideas for help­
ing clients improve their business operations in 100 
Ways to Prosper in Todays Economy, by Barry R. 
Schimel, CPA. This book, product no. 090436, is avail­
able for $10 from the AICPA order department, (800) 
TO-AICPA. Ask for operator PC.
PCPS Advocacy Activities
A 1992 private companies practice section sur­
vey of local and regional firms showed that 
legal liability is among the most pressing prob­
lems facing local practitioners. In the past few 
months, members of the American Institute of 
CPAs division for CPA firms sent thousands of 
letters to Congress urging support of bills to 
eliminate abusive securities litigation. In addi­
tion, firms have shared their concerns about 
legal liability with clients.
While legislation was not passed prior to 
Congress’s adjournment, the AICPA's Wash­
ington office has indicated that federal lia­
bility reform will remain a top priority in 1993. 
CPAs are encouraged to maintain contact with 
their senators and representatives in prepara­
tion for anticipated hearings on litigation 
reform legislation early in the new session.
New PCPS client brochure available
Designed for distribution to small business cli­
ents; a newly developed private companies 
practice section brochure may spur questions 
that lead to a more profitable relationship for 
both client and CPA.
The brochure, 101 Questions to Ask Your CPA, 
contains actual questions asked by clients in 
the areas of financing, general management, 
computer systems, tax planning, accounting 
and general finance, salaries and benefits, and 
personal financial planning. It can prompt 
small business clients and managers to ask the 
types of questions that allow you to help them 
solve major problems and capitalize on emerg­
ing opportunities. The questions may help 
small business companies make the most of 
the client-CPA relationship.
To purchase the brochure, product no. 
990101, cost $15 for 25, call the AICPA order 
department, (800) TO-AICPA. Ask for operator 
PC.
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Your Voice in Washington
1993 Tax forecast: changes ahead
Change, change, change, the mantra of the '92 elec­
tion. And it worked! With Democrats now control­
ling Congress and the White House, the political 
gridlock that has paralyzed the legislative process in 
recent years should be eased.
So what do political insiders see this new political 
brew producing in terms of tax law changes?
President Clinton will send a tax package to 
Congress in January. In many respects, this is ex­
pected to resemble the tax bill vetoed by Mr. Bush 
this past fall. Once again, provisions to change the 
estimated tax rules and liberalize fiscal year rules 
probably will be included. Other likely provisions 
for inclusion are enterprise zone changes, low- 
income housing and targeted jobs credits, and 
extension of expired provisions such as the 
employee educational assistance deduction, R & D 
credits, and mortgage revenue bond authority. 
Some form of capital gains rates cut is also 
likely.
Mr. Clinton also can be expected to make good on 
his campaign commitment to an investment tax 
credit, which probably will be temporary and in­
cremental. The odds for a middle-class tax cut, 
another campaign pledge, are diminishing, how­
ever, in light of an improving economy and a deficit 
that is looming larger than expected. Politically, Mr. 
Clinton may have to propose some tax relief for the 
middle class, but it will probably take the form of a 
higher deduction for taxpayers with children rather 
than a full-fledged rate cut.
The Clinton tax package may also include some 
provisions focused on long-term growth. Lloyd 
Bentsen, the new Secretary of the Treasury, may 
press for expanded IRAs, for example.
To pay for this, President Clinton is expected to 
seek higher taxes for the wealthy. Higher rates or a 
surcharge on upper income earners are in the offing. 
Also in line with his campaign promises, some 
provisions likely will target foreign corporations in 
the U.S. — for example, a denial of deferral for 
companies moving plants out of the country. The 
more ambitious big-ticket items, particularly 
reform of transfer pricing rules, are probably a 
longer-term effort. Other possible revenue-raisers 
include those on the table last year, such as amor­
tization provisions, mark-to-market requirements 
for securities dealers, and revisions affecting mov­
ing expenses.
Assuming a spirit of relative cooperation between 
the White House and Democrats in Congress, a tax 
package is predicted to pass by the middle of this 
year. □
Controlling the Cost of Your Review
The table on page 4 shows the average cost of 
reviews conducted in 1991 and early 1992 by review 
teams appointed by the American Institute of CPAs 
or by state CPA societies. To help reduce review costs 
for sole practitioners with up to four professionals 
(five professionals in all), Interpretation no. 1 to the 
quality review standards has been amended to 
allow their on-site quality reviews to be held at a 
site other than their own office. In addition, the 
reviewer and the sole practitioner no longer have to 
meet, making possible “on-site” reviews by mail 
and telephone.
The Securities and Exchange Commission prac­
tice section (SECPS) and the private companies 
practice section (PCPS) of the AICPA division for 
CPA firms have also changed their standards to help 
reduce review costs for firms with fewer than ten 
professionals. Both sections now provide special 
peer review program guideline questionnaires for 
sole practitioners without professional staff, so 
reviewers don't waste time on questions that are not 
applicable to the reviewed firm.
Also, similar to the quality review program which 
ordinarily limits the review of functional areas to 
four of the nine quality control elements — indepen­
dence, consultation, supervision and professional 
development — the PCPS now allows the review to 
be limited to five quality control elements, the four 
above, plus inspection. The SECPS adds acceptance 
and continuance of clients to that five for a total of 
six elements that must be reviewed under its pro­
gram.
In addition to the efforts of the three practice­
monitoring programs to reduce the cost of peer and 
quality reviews to small firms, you can also take 
some cost-reduction steps on your own.
First, think about your clients and how engage­
ment hours are reduced when the client is knowl­
edgeable and well prepared. The same is true for 
practice-monitoring reviews. Since reviewers are 
paid by the hour, the key to reducing cost is to 
reduce review hours.
Prepare for the review
Make sure everyone in the firm understands the 
importance of performing engagements “by the 
book.” These are the engagements you want 
reviewed, not only to get a good report, but because 
fewer engagement deficiencies result in fewer 
reviewer hours.
Proper documentation is required by professional 
standards. Properly documenting engagement 
planning issues, key procedures performed, and 
conclusions reached also allows reviewers to
Practicing CPA, January 1993
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Exhibit
Average cost of reviews conducted in 1991 and 1992 by review teams appointed 





















266 1 784 $1580 $105 $146 $1830
2-5 Professionals 394 3 1729 $2195 $188 $228 $2610
6-10 Professionals 128 7 3933 $3046 $258 $285 $3580
11-19 Professionals 31 14 8320 $4543 $504 $446 $5490
Over 20 Professionals 7 24 17148 $6978 $415 $500 $7890
Selecting a firm-on-firm 
review
The AICPA and the state 
societies bill reviewer time by 
the hour at rates that are set 
annually. You may find you can 
contract with another CPA 
firm to perform your review for 
a fixed fee which is less than 
the amount would be at an 
hourly rate. Reviewers con­
sider several factors when pre­
paring a review budget. These 
may include firm size, the 
number of audits performed, 
whether this is the firm’s first
quickly see and evaluate what was done without 
having to ask engagement staff to try to remember. 
This saves time.
Properly estimate accounting and auditing hours
No matter whether you are having a committee 
appointed review team or firm-on-firm review, if 
the estimate of accounting and auditing hours is too 
high, the budget for the review will be too high. A 
common mistake is to include write-up work when 
estimating the hours for monthly or quarterly com­
pilations. Only include the time spent preparing 
and reviewing financial statements. Don't include 
time spent on “bookkeeping” functions such as 
assigning a general ledger classification or prepar­
ing a trial balance.
Cooperate with the reviewer
Complete the program questionnaire and mail it 
with other needed firm information early enough to 
allow the reviewer time to properly plan the review.
Have everything ready when the reviewer arrives. 
If you think certain engagements will be reviewed, 
make sure the working papers and files are near at 
hand and the engagement staff is available to 
answer questions. Be open about engagement prob­
lems, rather than letting the reviewer waste time 
looking for items you know are missing.
Cooperation doesn’t mean you have to agree with 
everything the reviewer says. You don’t want to 
waste time needlessly arguing every point, however.
The reviewer will describe the findings on matters 
for further consideration (MFC) forms and give 
them to you for your comments. Complete the forms 
fully (don't just check “yes” or "no”) and mail them 
promptly. If you agree with the reviewer, explain 
why you believe the problem occurred. If you don’t 
agree, explain why not. Full explanations help 
reviewers get to the cause of problems faster.
review, whether the firm 
received a modified report on its last review, and 
whether the firm’s attitude towards reviews is likely 
to speed the process or slow it down.
To help you select a reviewing firm, PCPS pub­
lishes an annual directory of firms that have 
expressed interest in performing reviews of other 
firms. To obtain a copy, product no. 820001, just call 
the AICPA order department, (800) TO-AICPA.
Your state CPA society can also provide a list of 
firms in a specified geographic area interested in 
performing reviews. A word of caution here, however. 
The fact that a firm is listed in the PCPS Annual 
Directory or by the state societies does not mean it is 
qualified to perform a particular review. Before 
making final arrangements, contact the entity that 
is administering the review to find out whether the 
firm you are considering is qualified to perform 
your firm's review.
Conclusion
The practice monitoring committees will continue 
to look for ways to reduce review cost. You can also 
help control the cost of your review, but it means 
doing your homework. You need to know about the 
review process and understand the elements of 
quality control and their applicability to your firm.
One idea not discussed is your performing peer or 
quality reviews of other firms. Here, you don’t just 
cut costs, you offset them. If you have current knowl­
edge of professional standards and principles, you 
might be able to become a good reviewer. At the 
least, you will certainly learn how to make sure your 
firm's reviews are performed efficiently. □
—by Elma Satterfield, CPA, AICPA, Jersey City, 
New Jersey
Editor’s note: Ms. Satterfield is a senior technical 
manager in the AICPA quality review division.
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Dealing With
Audit Fee Resistance (Part 2)
In a letter to the editor published in last month ’s 
Practicing CPA, Michael C. Haas, a Sherman Oaks, 
California, CPA, told about the audit fee resistance 
he is experiencing and asked how other practitioners 
deal with such situations. We ran one response last 
month. Following are some more.
It is my experience that most small firms overaudit. 
They could cut the audit cost substantially through 
thorough knowledge and implementation of State­
ment on Auditing Standards no. 55 and no. 56, in 
particular. Firms that have successful audit prac­
tices have done this and have also tended to concen­
trate on a market niche.
—by Gary S. Nelson, CPA, Nelson, Trimble and Com­
pany, 18 N.W. Oregon Avenue, Bend, Oregon 97701
The practitioner could approach the client and 
emphasize that the CPA firm is willing to absorb the 
increased costs, for the time being, in order to hold 
the fees down. The practitioner should let the client 
know, however, that in future years, when economic 
conditions would allow the firm to recoup some of 
those increased costs, he would appreciate the cli­
ent's cooperation.
Increased leverage is always a possibility. The 
practitioner may be able to delegate better and train 
lower-level staff to perform more of the work.
Holding a training session for the staff of this 
client group might be worthwhile. Client staff could 
be taught how to do more of the supporting work, 
even how to go through preliminary financial state­
ment preparation. This could be a great marketing 
tool, as well.
—by Judith R. Trepeck, CPA, Rehmann Robson & 
Co., Suite 220, 30800 Northwestern Highway, Farm­
ington Hills, Michigan 48334
Firms don’t experience as much staff turnover when 
the job market is tight, as it is today, and often 
become top-heavy in terms of staff experience levels. 
On balance, staff then has more experience than 
some of the work requires.
When this happens, you must motivate staff mem­
bers to accept that they will be doing some of the 
same type of work they were doing before their 
promotions. And you will have to bill them at a 
lower rate.
These days, you have to be prepared to discount.
You want to keep staff busy during the slack season. 
Better to bill people at a lower rate than have them 
sit idle.
—by Wanda L. Lorenz, CPA, Lane, Gorman, Trubitt, 
L.L.P., 1909 Woodall Rodgers Freeway, Fourth Floor, 
Dallas, Texas 75201
This is a practical problem and one which Mr. Haas 
articulates well. My only suggestion would be that 
in addition to having clients do as much of the cler­
ical work as possible, the firm persuades them to do 
more of the workpaper preparation, journal entries, 
footnotes, and so on. The CPAs could then do only 
the actual audit work. There can be some savings 
there.
Sometimes a particularly small client won't have 
staff who can do this work. Then, there is not much 
the CPA firm can do except reduce its rates. Firms 
certainly cannot cut back on essential work and risk 
doing a substandard audit.
—by Jake L. Netterville, CPA, Postlethwaite & Netter­
ville, 8550 United Plaza Blvd., Suite 1001, Baton 
Rouge, Louisiana 70809
CPA firms need to change their operating methods 
to reflect current and future conditions. Clients offer 
more fee resistance because they do not understand 
exactly what we do for them. Compliance work not 
only will not command a premium, but will be sub­
ject to bidding by other CPA firms.
Mr. Haas is performing certified audits—a com­
pliance service. He should change the focus of the 
service and educate the clients. We CPAs now sell 
solutions to problems, not time. We can no longer 
take the time spent on an engagement and multiply 
it by our billing rates. In a regulated industry where 
businesses cannot continue to operate without these 
audits, the service should be presented as a solution 
to the companies’ problems.
In our firm, we would discuss with staff what 
aspects of the work could be done by the client in 
lieu of our firm performing the service at a markup. 
We would then plan an annual meeting with the 
client to discuss this and other subjects, including 
solutions to problems the client might be facing and 
suggestions relating to business and economic con­
ditions in the client’s industry.
In an industry struggling through the recession, we 
would point out certain cost-cutting techniques 
available to the client and show how if client staff 
prepare some of the schedules, our audit staff would 
only have to review them. By letting clients know 
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how they were able to affect the fee, we would gain 
their cooperation.
Note though, we have not changed our hourly rate 
or our fee structure. We are simply allowing clients 
to realize efficiencies by doing some of the pre­
paratory work for us.
At Serotta, Maddocks and Devanny, we have 
adopted a resident time and billing system which is 
on-line at all times. We are able to enter our time 
and, more important, a description of the solutions 
we are working on for the client. Then, when clients 
receive their bill, they can see what we did to solve 
various problems for them.
I believe that giving a detailed description of the 
services we perform in the format of solutions to 
problems will help us in our fee negotiations with 
clients. We must be careful to not compromise our 
hourly fees. Rather, we must create efficiencies. We 
can no longer quote jobs on the number of hours 
they take but on the efficient use of both the client's 
and the CPA's staff.
— by Abram J. Serotta, CPA, Serotta, Maddocks & 
Devanny, 1261 Green Street, Augusta, Georgia 
30901-2127
Unfortunately, this is a difficult economic climate. 
Strong competition is a reality and because much of 
our workload is compressed into a few months time 
frame, firms are willing to accept engagements at 
low rates after April in order to just cover variable 
costs.
For example, let us assume a firm bills a staff 
member at $90 per hour. The variable costs on the 
engagement are really only that individual’s salary 
and a few incidentals, perhaps totaling $35. All 
other costs of the firm are relatively fixed. There­
fore, any revenue in excess of $35 contributes to
How to Receive AICPA
Exposure Drafts
Exposure drafts of proposed American 
Institute of CPAs pronouncements will now be 
mailed only to members who ask to be placed 
on a standing order list for them.
The simplest way to put your name on the 
list to receive exposure drafts is to fill out the 
form on page 5 of the January 1993 issue of The 
CPA Letter and mail it. Otherwise, send instruc­
tions to W. Marshall, AICPA order department, 
Harborside Financial Center, 201 Plaza III, 
Jersey City, New Jersey 07311-3881. 
reducing overhead expenses. What is happening 
now is that firms are sometimes willing to forgo 
much or all of the contribution to fixed overhead, 
especially off-season, and are accepting fees that 
just cover the variable costs.
There is a point, however, at which it could be 
argued that a firm compromises its independence 
and objectivity if it performs an audit for too low a 
fee and presses to finish the job in as short a time as 
possible.
— by Robert L. Israeloff, CPA, Israeloff, Trattner & 
Co., 11 Sunrise Plaza, Valley Stream, New York 11580
I can certainly understand Mr. Haas’s frustration in 
connection with his audit line of business. It is true 
that the selling of audit hours produces the lowest 
gross profit for public accounting firms.
Mr. Haas’s firm is now at a point where the part­
ners must decide whether they desire to continue in 
this line of business and recognize the lower margin 
on the product. Perhaps they could design their 
audit programs so as to make better use of qualified 
paraprofessionals in these specialized audits.
If the partners determine that the return from 
their specialized audits does not meet their overall 
financial goals, they should identify their strengths 
in other areas that are more profitable and pursue 
them vigorously. Apple trees do die and younger 
trees must be cultivated.
— by W. Thomas Cooper, CPA, Potter & Company, 420 
Fincastle Building, Third & Broadway, Louisville, 
Kentucky 40202 □
Charity Work
Like many CPA firms, we donate charity work. There 
is nothing unique in that. Two years ago, however, we 
decided to change our practice from a seasonal gift 
exchange among staff to a charitable event. Instead 
of buying each other gifts, the money would be used 
to help the needy. For every dollar staff donated, the 
firm would contribute three dollars.
That year, staff donated $300 to $400, so our total 
kitty ran well over $1,200. We decided that half that 
amount should go to a soup kitchen and half to a 
local needy family, for which our staff bought and 
wrapped specific items.
The following year, we decided we would collect 
money as before but donate it among four or five 
shelters for the needy in the Baltimore area. Four of 
these shelters were set up to help, respectively, 
women and children, women, young men, and 
elderly men.
Practicing CPA, January 1993
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Some of our clients have businesses dealing with 
small appliances, food, medicine, games, and sim­
ilar items that could be donated for direct use in the 
shelters. It occurred to me at the time that perhaps 
some of them and their employees would want to 
join us in that year's effort. We wrote to 40 or 50 
clients and asked partners to call them. There was 
no intention to put pressure on clients into giving; 
however, we just wanted to let clients know what we 
were doing and find out if they wanted to join us. At 
the conclusion, we planned to run a notice in a local 
business journal thanking our friends and clients 
for helping us reach our goal.
We feel good about the results of this effort. Bal­
timore has been hit hard by the recession and we 
would rather help the needy and homeless than 
spend the money on office parties and insignificant 
gifts for co-workers. This particular effort enables 
us to contribute to the whole community regardless 
of a charity’s religious affiliations.
We do a lot of nonprofit work and encourage staff 
to become involved. We make ourselves available to 
answer the telephones and do some of the admin­
istrative work for charities. We have staff who serve 
on the boards of directors of nonprofit fraternal and 
civic organizations ,and act as treasurers of syna­
gogues and churches. We encourage these activities 
and the use of our facilities for these purposes.
If you become involved in charity work just to get 
business, people will sense it. You will be selling 
constantly. Nonprofit work gives our firm name 
recognition and visibility, but we have picked up 
little business from these activities and don’t expect 
to. The reward comes from giving back a little to the 
community where we earn our living.
—by Jeffrey M. Coleman, CPA, Weil, Akman, Baylin 
& Coleman, PA, 201 W. Padonia Road, Timonium, 
Maryland 21093
My involvement in charity work really began eight or 
nine years ago. Not being originally from this area, I 
knew that when I started to get my side of the practice 
established, I needed to become involved in the com­
munity. The idea was reinforced when, on a visit to 
my hometown, I met the principal of my high school 
who asked how I was going to repay the community 
for the good education I had received.
I realized that the best way for me to contribute was 
to find nonprofit organizations that needed a lot of 
help with their accounting systems and cash control. 
As a result of this decision, during the course of the 
last eight years or so, I have served on the boards of di­
rectors of several different nonprofit organizations.
Our firm is located in an affluent area of Kansas 
City and derives economic benefits from that. So one 
approach we took to becoming involved was to go 
into the inner city. I have worked specifically for 
ReStart, which is a downtown shelter for the home­
less, and for shelters for battered women. I have also 
done work for the lost-child network, which is a 
group of detectives and forensic experts that 
searches for lost children. In addition, we were early 
members of another organization called the Silicon 
Prairie Technology Association, a hi-tech chamber 
of commerce in Kansas City.
We probably contribute 5 percent to 7 percent of 
our gross revenue in nonbillable time to these 
organizations, but we think it is something we can 
do. Frankly, it does not cost the firm anything. Most 
of the work is done out of tax season and we are not 
100 percent billable then, anyway.
Before our staff became involved, I spent consid­
erable time meeting with the boards of directors 
discussing cash controls and how to run the various 
organizations. Rather than taking time away from 
client work, however, I put in a longer work day. 
Staff do the same thing and all the work gets done.
Conference Calendar
Small Business Tax Conference
January 11—12 — Walt Disney World Dolphin, 
Orlando, FL
Recommended CPE credit: 16 hours.
Conference on Current SEC Developments 
January 12-13 — Grand Hyatt, Washington, DC 
Recommended CPE credit: 16 hours
Personal Financial Planning Conferences
January 11—13 — Loews Coronado Bay, San Diego, 
CA
Recommended CPE credit: 21 hours
Tax Strategies for the High Income Individual 
April 26-27 — Las Vegas Hilton, Las Vegas, NV 
Recommended CPE credit: 16 hours
PCPS Conference
May 2-5 — Loews Coronado Bay, San Diego, CA 
Recommended CPE credit: 22 hours (anticipated)
Marketing and Managing a Successful Tax 
Practice
May 13-15 — The Pointe at Tapatio Cliffs, 
Phoenix, AZ
Recommended CPE credit: 2 days -16 hours, 
2½ days - 20 hours
To register or for more information, call the AICPA 
CPE division, (800) 862-4272.
*Call the AICPA meetings and travel department, 
(201) 938-3232.
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I think that what we have been able to do is help 
small, struggling nonprofit organizations not only 
survive but become auditable and, therefore, able to 
benefit from substantial contributions. ReStart is 
an example.
This is a shelter that was established eight or nine 
years ago in the basement of an old church in down­
town Kansas City. One day, the treasurer told me the 
organization had moved into an old building east of 
downtown and was really struggling. He asked if I 
could give them some business advice.
I liked the idea of being able to help the homeless 
by making use of my professional skills in com­
puters and accounting. We installed a computerized 
accounting system with budgets and forecasts that 
allowed the organization to be audited. Subse­
quently, they were able to buy a former nursing 
home for $1½ million — all from donated funds.
ReStart can now provide beds for 300 men, dou­
ble the previous number, and also has a greater 
capacity to provide transitory living space for 
homeless families and single parents. Other shelters 
have similarly benefited from the installation of 
computerized accounting systems.
As we became involved, we learned that all six of 
the Kansas City shelters for homeless people had 
formed a coalition called the Domestic Violence 
Network to try to coordinate the number of beds 
available at a given time. To facilitate this, we estab­
lished a computer network to generate this informa­
tion and statistical data on each of the women who 
seek help at a shelter.
You must have the heart for this type of charity 
work and the feeling of meeting your social obliga­
tions. We certainly get a good feeling at our firm. I 
think it reminds us of what we talked about in col­
lege—that business is a social responsibility.
As a business-getting proposition, this activity is 
not particularly effective, although it has resulted in 
the firm becoming known throughout the city 
rather than just in our small neighborhood. The 
direct benefits have really come in the form of our 
feeling part of the community and being able to give 
younger staff members an example to follow in 
helping to meet a serious social need. It is something 
I encourage other successful, established CPA firms 
to consider. □
—by David A. Stallings, CPA, Marks, Purinton, Stall­
ings & Campbell, P.A., Leawood Executive Center, 
Suite 360, 4601 College Boulevard, Leawood, Kansas 
66211
American Institute of Certified Public Accountants, Inc. 
1211 Avenue of the Americas
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